Q3 and 9M 2017 Trading Update




Safilo
DISCLAIMER

This presentation may contain forward looking statements based on current
expectations and projects of the Group in relation to future events. Due to their
specific nature, these statements are subject to inherent risks and uncertainties,
as they depend on certain circumstances and facts, most of which being beyond
the control of the Group. Therefore actual results could differ, even to a
significant extent, with respect to those reported in the statements.



Safilo
Q3 AND9M 2017 KEY PERFORMANCENDICATORS

in millions of Euro and % change vs same periods of 2016

NETSALERNDADJ! ECONOMIRERFORMANCEEFLECTED NET SALES
-15.1%
AIMPACT OF THE EXIT OF THE GUCCI LICENSEAND ITS REPLACEMENTWITH THE -15.1% 797.7
STRATEGI(PRODUCTPARTNERSHIRGREEMENT
552.6 -14.9%
AQ3 CONFIRMSNORMALIZATIONOF OPERATIONSAND DELIVERYPERFORMANCHN THE
PADUADC 245.1
H1 2017 Q3 2017 9M 2017
AQ3 PERFORMANCBF THE GOINGFORWARDBRANDS*DRIVENBY:
APositive momentum of Own Core Brands in all regions and across all brands ADJ.1 EBITDA
Astrong progress of Emerging markets, incl. growth turnaround in Asia _44 2%
. . . -52 3% -19.6%
ANorth America: Wholesale stabilizing after Q2, Retail comp sales almost stable ' 43.2
27.8 '
Awestern Europe declining, affected by soft order taking, carry forward from H1 15:4
delivery issues, and tough comps on Dior. H1 2017 Q3 2017 M 2017
NETDEBT
+9.6% +21.8%
+1.5% o
* THE GOINGFORWARDBRANDSALESDO NOT INCLUDETHE GUCCIBUSINESS I R
== —
Q1 2017 H1 2017 9M 2017
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TOTAL NET SALES PERFORMANCE

OM 2017: -15.0% @ CFX £15.1% Wholesale)
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Total -16.0% '

Wholesale -16.4% | | -7.3% o0 -a8T% L1 -100%

______________________________________________________________________________

NORTHAMERICA
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Safilo
NET SALES PERFORMANCE G®ING FORWARBRANDS*

OM 2017: -4.0% @ CFX {3.5% Wholesale)

NORTHAMERICA

5 o EUROPE Lo ASIA o ROW |
: Total -2.8% Lo L b :
| Wholesale -1.4% | | -6.1% o -8.7% L +6.6% |
03 2017: +1.3% @ CFX (+1.6% Wholesale)
i NORTHAMERICA | | L L 5
i b EUROPE | : ASIA | : ROW i
] Total -0.1% o | : : : :
| o _4.20 o +9 30 : ; +28.20 |
; Wholesale +0.4% o 4.2% : : 9.3% : : 28.2% :
L e ey s ______________ | i T, o,
Almproved momentum in the independent ASoft order taking and tough comps on APositive trends recorded in almost ASurge of Own Core Brands and
retail opticial channel Dior affecting Western Europe all the markets of the area, led by strong growth of the licensed
AGood growth by Own Core Brands and core } Apositive performance of Central & China portfolio. India biggest IMEA
licenses like Kate Spade, Tommy and Boss 1 Eastern Europe and good progress by APositive development of Own Core market following new
AMarket environment remained Own Core Brands, Carrera and Smith in Brands, led by Polaroid and growth development plan
challenging, Retail also affected by severe particular of the licensed brands portfolio
weather conditions in several states

* GOING FORWARD BRAND SALES DO NOT INCLUDE THE GUCCI BUSINESS
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Safilo
GROSS MARGIN PERFORMANCE

in millions of Euro and % on total net sales

-900 bps
60.1% .
51.1%
564.0 N
4076 ' KEYDRIVERS
|
. A Gross Margin dilution largely explained by the Gucci/SPPA
|
9M 2016 9M 2017 : dynamics: license out, SPPAN
|
A Negative brand mix effect, retail performance and FX weighing
|
‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘ ': on Going Forward Brand business
_____________________________ 1
! -970 bps :
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49.1%
Q3 2016 Q3 2017
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Safilo
ADJ.1 EBITDA PERFORMANCE

In millions of Euro and % on total net sales

8.9% Wholesale 6.6% A Q3 Adj.! EBITDAmargin in line with last year excl. FX effect,

. -280 bps
8.29%
5.4% e
77.4 '
' KEYDRIVERS
43.2 I
LA SPPAplus pro-rata accounting compensation fully compensating
|
M 2016 of which oM 2017 | the lost profittmargin of the Guccilicense
:
|
|
1

_____________________________________________ reflecting cost savinginitiatives and overheads productivity plan

A 9M Adj.! EBITDAMargin impacted by subdued operating leverage

|

|

|

|

! I

-30 bps | : in Q1 following weak sales order fulfilment

! ! !

6.6% 6.3% I

|
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19.1 15.4
Q3 2016 Q3 2017
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7.3% Wholesale 7.2%
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Safilo
GROUP NET DEBT

in millions of Euro

+21.8% vs 9M16
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Safilo
PROGRES®N OURSTRATEGICCHOICES |

BALANCE FOCUS
1) Our go-to-market actions for Quality of Sales to underpin to build
Sustainable Breakthrough
Growth Capability

2) Our multi -segment brand Portfolio Balance

. DIFFERENTIATE
3) Our focus on Innovation to lead with

and enhance Control Relevant Impact
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Safilo

OURMULTFSEGMENBRANDPORTFOLIOBALANCE

V New 7 year licensing agreement with  REBECCAINKOFF

REBECCAMINKOFF

Rebecca Minkoff is an exciting further addition
to our brand portfolio . It is the largest global
‘ = brand led by a millennial female designer and
IL@V@ ag &@V ‘ one of the fastest growing in the contemporary
Swagfing ovbr e new Love Crossif i ::; segment. The b r a n whijee relevance among
Visit The Love Shop (RS - SiER tech and fashion forward modern women, and

5L ' digital born millennials, offers Safilo interesting

businessgrowth and learning opportunities .




Safilo

OURMULTFSEGMENBRANDPORTFOLIOBALANCE

V Strong reception of our new MOSCHINGCand é
é RAG& BONEcollections . Coming soon!!!

rag & bone

NEW YORK
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Safilo

OURCOMMITMENTIO INNOVATION

V SMITH LOWDOWN FOCUS smart glasses now available for sale ONSMITHOPTICS.COM

Q . smithoptics.com/ D = & || wes Smith United States
us®BV | LANGUAGE:EN V | DEALERLOCATOR | NEWSLETTERSIGNUP | LOGIN | CART W

:I Il I I I MEN WOMEN LOWDOWN FOCUS TECH ATHLETES BLOG SEARCH @

Train youy

Lowdown Focus
mpowered by MUSE

UP YOUR MENTAL GAME WITH THE LOWDOWN FOCUS.

Life and sport are filled with chaos and distraction. Now there is a way to mentally train for better
focus and concentration. Intraducing Lowdown Focus with the Smith Focus App to help you develo
2 heightened sense of self-awarensss and train your cognitive performance. The integrated brain-
sensing technology provides real-time feedback on your brain’s activity level so you can learn how t
control your focus.
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Safilo

EXPANDINGOURGLOBALCOMMERCIAEOOTPRINT

V Continued investments in the CEEregion

OPENING OF BELARUS AND KAZAKHSTAM; markets of particular interest in the

context of the Groupds Central and Eastern Eura

V Expand our Global Partner Network of worldwide distributors

EXCLUSIVBDISTRIBUTIONPARTNERSHIPSN CHILE AND INCOLOMBIA further

important steps in Safilo's development of Latin America that is part of the growth acceleration
plan for its Emerging Markets
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Safilo

AMONG THE MOST LOVED AND EDITORIALLY FEATURED EYEWEAR WORLDWILC

A Our collections continue to enjoy excellent market reception. Our Own Core Brands are among the most well
received product collections and iconic designs of the Fall -Winter 2017 season

¥
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